CHAPTER XVII
WEAKNESSES IN THE PRESENT MARKETING  SYSTEM
IF marketing as a whole as now conducted were perfect in its operation and in its results alike for farmers, consumers, and middlemen, there would be little if any of the present agitation for improvement, and certainly middlemen no longer would find anything to be gained by further changes. Fortunately, progress in most lines of human endeavor is being brought about so constantly that a method, constituting the best way of doing things at one time, is likely to be less satisfactory at a later date. Numerous improvements discovered throughout the past and others constantly being found and utilized now are the cause of this overpowering tendency toward improvement through substitution of desirable for undesirable conditions.
The failures or weaknesses in this movement toward improvement in marketing are due to obstructions that hinder progress and keep old methods in use too long. Prejudice, the force of custom, lack of understanding and pure inertia on the part of all classes are responsible for this condition. As a result the essential marketing services performed in a commercial system by specialists, known as private, cooperative, or governmental middlemen, are not available to the farmer and consumer at lowest costs. The margin now taken by the marketing system is not the narrowest possible margin, namely, one just large enough to cover minimum costs and provide sufficiently stimulating profits. On the contrary, numerous inefficient middlemen continue in busi-
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